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2(705 Managing Premier Performance 

Enter Objectives 

Summarize Poif»m«nce and Year End Rating 

Plan lisr Davetopment antf Carry to Kea Cycle /^ i p<-/«> /v / 




Team Member Information 

Namo: Wonns Gipscn 
Employee ID «: ZOZUSS 
Job Titt*: Mortgage Consultant 
Department Name: KHortgage 



^ii)^«AS'5 



Fbr Y»ar (ntonth/y»ar}: 1/1/03 
Mid-iYoar completed (date): 
Prepared By; Steve Harper 



to 12^1/2003 



BEST COPY AVAILABLE 



S ummary Information for Year End: 



Effective Date: 3/1/2004 

Current Salaiy: $0.00 

Percenfage increatiifi: N/A 

New $alary: $0.00 

Year End Rating: 5-Signiflcantly Above All Key" Targets 



Once all parts are liionipleted, prii 
Manager Sigrrature: 



ManagerTyped/PiJnJed Nafxe; gtave.Hai 



Manager Phone Nurnber 301474^181 




ires and submicsisn. 

: date: 



i-/>- £>«/ 



Second Level Manager Signature: 

Second Level Manager Tyoed/Printed Name; Leo P. Natal! 



5221, • 



IJale: _^ 



/z^ 



asL 



ThirtI Level iWanager Signature, ifaPDiicable.' 

TNrd Level Manager, it applicable, Typed/Prinled Name: ,.^ 



.Date: 



Signing this fyrm diDes not indicate agreement; but only acknowledges that your performance has 
been discussed and reviewed with you. 

Team Member Stanaiure: y^,,^^^,^^ ^/O-v-" , Datel ^ ^/S> -^ 

Team Member Typed/Pririjld Name: Yvonne Gioson ^ 



Managing Premier Performance Instructions 

• The top' page of this ferni must be completed and attached to tfio front of an mpp submissions. 
- Obtain appropriate m anager level and team member signature. 

• MPP documents miist be received by the MPP Administrator by Feb. S, 2004 
increases to be accurately reflected on March IS, 2004 payrolJ. 

• Retain a copy for manager's file. 



Send completed original lo; 
MACX2401-02A 



Overnight Address: 

One Home (Campus 

Des Moines, 1A5D328»0001 

ATTN: MPP Administrator 

MACX2401.02A 



rms Paga must b<st included with an^ MPP form used for ite 2003 MPP processing y^r. 



MPPFomf^inal 




Page 



'// 



FEB 13 '04 12-- 05 



202529902S 



PAGE. 02 



WF 001592 



Case 1 :05-cv-01 1 84-JMF Docume nt 31-8 fiipH in/i.q/pnnR Pagp 



2003 Managing Premier Performance 

Enter Objectives 

Summarize Performance and Year End Rating 

Plan for Development and Carry to Next Cycle 




Business Objectives, Summarize Performance and Year End Rating 



^^ yourSmSiSolMPptS^^^ "f^""^^:^ "^t^^^' °^ ^^^'«°"«' documentation when returning 

your compietea zoo3 MPP fonn. If assistance is needed wrth wrifing objectives access the MPP Woh chIIV. 
httD://santafe.h Qm6stead.wftllsfqrao.comAvfhm/hr/m pp/ ^ oojecnves. access me MPP Web site at: 

2) Assign a weighting to each objective, generally 10% or greater. Objective weights should total 1 00%. 

3) Rate each objective using the following: 

• 1 - Significantly Below All Key* Targets 

• 2 - Met Some But Not All Key* Targets 

• 3 - Met All and May Have Exceeded Some Key* Targets 

• 4 - Consistently Above All Key* Targets 

• 5 - Significantly Above All Key* Targets 

'Kay targets are those most critical to the performance of an objective 

4) Provide overall view of perfonnance and year end rating. 

5) Allow team member to provide overall view of perfonnance. 



Objective 1 : Close $30,000,000 in volume for 2003 
Rating: 5-Significantly Above All Key* Targets 



Target: Yvonne was the highest producer in the Greenbelt Branch with $36 122 614 in 
closed volume in 2003 w,.ii*od, i^^.oi^ in 



Objective 2: Price loans to make a profit 
Rating: 5-Significantly Above All Key* Targets 



Target; Because Yvonne d oes a lot of renovation business, her loans are very profitable 



Objective 3: Provide Excellent Customer Service 
Rating: 5-SignificantIy Above Ail Key* Targets 

Target: Yvonne does an excellent job on her customer service scores 



Weight 

40% 



Weight 
20% 



Objective 4: Submit a complete loan package 
Rating: 4-Consistently Above All Key* Targets 

Target; Yvonne is a very s easoned HIVIC who puts together a complete package 
Objective 5: 
Rating: Click to Rate 

Target; 



Objective 6: 
Rating; click to Rate 

Target: 



Weight 
20% 



Weight 

20% 



Weight 



Weight 



MPP Form Final 
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2003 Managing Premier Performance 

Enter Objectives 

Summarize Performance and Year End Rating 

Plan for Development and Carry to Next Cycle 




Mid-Year End Feedback: 



Year End Feedback: 

This was Yvonne's best year in the mortgage business, she has a bright future for 2004. 



Year End Rating: 

5-Significantly Above All Key* Targets 



Team Member Comments: 



MPP Form Final 
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2003 Managing Premier Performance 



Enter Objectives 

Summarize Perfomiance and Year End Rating 

Plan for Development and Carry to Next Cycle 




Development Planning 

1 . Based on feedback Identify 1-2 development needs. These should be carried into the next 
performance year. Attach any additional documentation when returning your completed 2003 
MPP form. 

2. Identify strategies for development e.g. completing a special project, attending a seminar, 
building a mentor relationship or, attending training. As you thinic about developmental planning, 
review the competency list or for general assistance, access the IV1PP Web site at: 
httD://santafe.homestead.weli3farao.com/wfhm/hr/mDD/ . 

3. Determine how you will measure team member progress for each development need. 



Development Need 1 : 

increased referral partners (Realtors) 



Strategies for Development: 
Solistation 



Measurement: 
Production Levels 



Development Need 2: 

Mari<et to other branches for renovation business 

Strategies for Development: 

Solistatlon, must provide excellent customer sen/ice to iceep referrals coming in. 
Measurement: 

Production Levels 



MPP Form Final 
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2002 Managing Premier Performance 

Siminttilza Performance and Yev End Rating 
Plan (or Devdopment and Carry to Next Cycle 



Team Member Information 

Nam*: Yvonne GIpson 
Employee ID «: 202286 
Job Title: Mortgage Coneuitant 
Deportment Name: Mortgage 

Summary Information for Year End: 




For Year (month/year): 1/02 
Mid-Year oompleted (date): 
Prepared By: Steve Harper 



to 12/02 



Effective Date: 3/1/2003 

Current Salary: $0.00 

Pefcentage Increase: Nl/A 

New Salary: SO.OO 

Year End l^atlng: 4-Consistantly Above All Key* Targets 



Once ail parts are completed 
Manager Signature: 



ires and submission. 

Date: 



Manager Typed/Printed Name: 
Manager Phone Number 301-474-8181 




-lih^ 



Second Level Manager Signature: ^•^i^La ^TjCuK ^L ;^ /n Xby 



Second Level Manager Typed/Prir^ted Name: Leo Nat^| | 
Tliird Level Manager Signature, If applicable: 



.Date: 






Third Level Manager, It applicable, Typed/Printed Name: 

S"drj:JSl1,*^W^S"^ ""* °"'^ acknowledges that your performance ha. 

Team Member Signaturff/^^fe>rt^>v^ t.J. Al^U^ n«ta ^ - ^'^J^ 

Team Member TypetUPriMai Name: Yvonne Glpgon*^ 



Managing Premier Performance Instructions 



The top page of this form must be completed and attached to the front of all MPP submissions 
Obtain appropnate manager level and team member signature suomissions. 

MPP documents must be received by the IMPP Administrator by February 7. 2003 for salarv 
Increases to be accurately reflected on Marx:h 1 5, 2003 payroll 
Retain a copy for manager's file. 



Send completed original to: 

MPP Administrator i-cq 1 9 2003 

MACX2401-02B ftH * " 



Ovemight Address: 

One Home Campus 

Des Moines, lA 50328-0001 

ATTN: MPP Administrator 

MACX2401-026 



This Page must b9 fncluded with sax MPP form used ftir the 2002 MPP processing year. 



MPP Fom Final 
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2002 Managing Premier Performance 

EntarObfactives 

Sunurmiza Performance and Year End Ratkig 
Plan lor Dev^pnmnt end Carry to Next Cyde 




Business Objectrves, Summarize Performance and Year End Rating 

'* SJrcJmSrtS^SM'^^ °' «^'*'*'°"«' «'o««nentation when returning 

kH».// £r^ . -V^ „■ " «*«'«•«"<» is needed with writing objectives, access the MPP Web site at 
httP://santafe.home8tefldwiillyft, roo.cQmAArfhmft,,/Tn rW ««»» tne iwirr weo site at 

2) Assign a weighting to each objective, generally 10% or greater. Objective weights should total 100%. 

3) Rate each objective using the follovring: 

• 1 - Slgnlflcantiy Below All Key* Targets 

• 2 -Met Some But Not All Ke/* Targets 

• 3 - Met All and May Have Exceeded Some Key* Targets 

• 4 - Consistently Above All Key* Targets 

• 5 - Significantly Above All Key* Targets 

:K4f tefgato «m Moss mosf o«fea/ to 0to peMwmance of an oAjtocAw 

4} Provide overall view of performance and year end rating. 
5) Allow team member to provide overall view of perfbrmance. 



Objective 1 : Close $18,000,000 In volume for 2002 
Rating; 3-i\^et All and May Have Exceeded Some Key* Targets 



Objective 2: Price Loans to make a Profit 
Rating; 5-Signlficantly Above All Key* Targets 



Weight 
40% 



Weight 

20% 



Objective 3: Provide Excellent Customer Service 
Rating; 5-Slgnificantly Above All Key* Targets 



Objective 4: Submit a Complete Loan Package and Oversee File Malntalnce 
Rating: 4-Conslstently Above All Key* Targets 



Objective 5: 
Rating: Click to Rate 



Weight 
20% 



Weight 
20% 



Weight 



% 



Year End Feedback: 

Yvonne had a vary good year and has the potentionai to do even more business In 2003. She is a seasoned 
mortgage consultant who provided her customers excellent servica 



Year End Rating: 

4-Conslstently Above All Key* Targets 



Team Member Comments: 



MPP Forni Final 
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2002 Managing Premier Performance 

Enter ObjecBviBs 

Sununarin Performance and Year End Redbn 

Plan (or Oewlopinent and Cany to Next Cycle 








Development Planning 

^' ?frf™«'^'""*JS!^ ^-2 development needs. These should be carried Into the next 
pejrmance year. Attach any additional documentation when retumlnfiflSSr SSpT^IU 

^' SSr'lJS^'^ fordevelopment: e.g. completing a special project, attending a 
seminar. buHdlng a mentor relationship, attending training. As you think about 

2,Xp"C'rS'S.:f«Ir/i* ^^^^'^^ "^ orfoJgeneral asslLn^^ access 
• ^^ *^^^ ^^^ ^ at: httpy/santafe.homesteadwfliWa,T, o.cQmywfhm/f , r/rr. pp; 
3. Detemnlne how you will measure team member progress for each development need. 



Development Need 1: 



Strategies for Development 

Identliy. Target and Maintain S New Refenrai Sources (Agents, Builders etc.) 

Measurement: 

iMonitor target & working referral list 



Development Need 2: 



Strategies for Development 



Measurement: 



MPP Form Final 
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Premier Performance 

1 . Teach Ihe Wells Fargo Home Mortgage VisJon & Key Capabilities ^^^^H vlf^'^ji^i'i^-' \^.' 

2. Set Otjjectivoa and Targets BBBWBjT:''- '•.:"=?- '■ 

3. Provide Feedback and Coaching 

4. Sunvnarize Performance 

5. Plan tor Development 



WE] i.i- 



\ • J Uu this document for: Sales Team Members 

Service Team Members 

LJ ThiB document is Intended to l» used year-round for individuala who have a sales or service role at 

y^I!* 'ifr^?' °*?-'' ""'"^ '* ^* ""' *""^ °' » performance cycle leach the strategy of the business and 
to Ideiitify key obiectives and targets. Continue using It to give ftedbaclc. tWrap-up the performance 
cycle by summarizing performance, giving success profile feedback and building the development 
plan for the coming year. «hii«iii 

LJ Each cycle Is denoted by color. The Start of Cycle asks that you fill out all areas with green sidebars 
The Middle of Cycle asks that you fill out all areas with yellow sidebars. The End of Cycle asks that 
you fill out all areas with red sidebars. The tab key will move sequentially throughout the document 
Use the mouse, arrow keys or the scroll bar to go back to previous entries. Text Is not limited to the" 
size of the box. You may enter as much as you like. 

I I Legend Start of Cycle Green 

Middle of Cycle Yellow 
End of Cycle Red 

Name: Yvonne Gipson 

Employee ID «: 202285 

Job Title: Home Mortgage Consultant 

Department Name: Mortgage 

For Year (month/year): 1/2001 to 12/2001 

Prepared By: Steve Harper 

Job Title: Branch Manager 



APR 1 7 2002 IWmMMMMm 

♦ND017001* 



WeHs Faigo Homo Mortgage/Corporate Tnisl/Home EquUy Pmmler Performance Pans i ■ 

Verskm 2 - Sell/Servico ^^ 
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F 




n Teach the Wells Fargo Home Mortgage Business Strategy 



I 



n Start of Cycle: 1. Teach WeJIs Fargo & Company Vision and WFHM vfsion. values and 

business strategy (strategy, goals and key capabilities). 

2. List vision and business Strategy for business/ 

region and for the team member's group or department. 

U Weil» Fargo & Company Viilon: Q Bu«lne8s/Region-Vlalon and Business 

SaUsfy all of our customers' firianclal needs and Strategy 

tielp them succeed financially, and be recognized 

as one of America's great companies and the 

premier provider of financial services In every one 

of our markets, number one. second to none. 

D Wells Fargo Home Mortgage Vision: Q GroupflBranch /Department— Vision and 

To be recognized by consumers and clients as the ^"■'"•" Strategy: 
preferred choice in homeowner solulnns 

n Walls Fargo Home Mortgage Key 
Capabilities 

Business Growth 

Operattonal Excellence 

Leaders and Team Members 

Technokigy 

Liquidity 

Customer Focus 



Mfeffs faiv) Home Mortgage/Cotpmate Tmst/Home EquHy Premier Perfommnce Pano 9 

Version 2- Sea/Service ^^^ 
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COiFIDEiTlI 



Premier Performance 

1. Teach the WeHs Fargo Home Mortgage Vision & Key Capabilities 

2. Sel Objectives and Targets 

3. Provide Feedback and Coactiing 

4. Stirrunarize Perfomiance 

5. Plan for DeveJopment 






n Key Business Objectives and Targets/Feedback and Coaching 






G Stan of Cycle: \. 



2. 
3. 



Middle of Cycle: 4. 



D ^nd of Cycle: 



5. 
6. 



List 3-5 key objectives that are critical far tt\is team member as they relate 
to (ha group's/store's/departmenrs business strategy. One objective can 
be related to Individual development. 

Define targets for each objective. 

Assign a weight to each objective. It is recommended that individual 
development have a minimum weighting of 5%. Targets for this cycle's 
individual development objecUve should be taken from last cycle's 
Development Plan. The sum of the weightings for ail objectives should 
total 100%. 

Provide feedback and coaching for each objective during the middle of 
the performance cycle. You may provide feedback more frequenl^■ e a 
quarterly. 

Provide feedback for each objective at the end of the performance cycle. 
Assign a year end rating for each objective: 



■ Significantly Below All Key* Targets 
lUet Some But Not All Key' Targets 

- Met All and IMay Have Exceeded Some Key' Targets 

- Consistently Above AD Key' Targets 

■ Significantly Above All Kay' Targets 

'Key largeta are those most crilicat to the pgrforwance of an otyectiiw 



1 
2 

3- 
4- 
5' 



#1 



Objective: 




Meet or Exceed loan origination volume goals based on 
the Chunk Down Process 



Targets: 

1.) Close 15,000,000 In procudtion for year 2001 

2.) Price loan to make a profit 

3.) Use cross sell opportunities 



Weight 

30% 

of 100% 



Throughout the Year Feedback and Date(s) Completed: ' 

Yvonne seems to be on track to reach for closing goals. She specializes in renovation 

financing is vey profitable to the branch. Also, she uses cross sell opportunities whenever she 

can. 



Year End Feedback: ' " 

Yvonne closed $1 5,253,871 in ctosed production. This is an exceptional accomplishment due 
to the fact that a good percentage of these loans are renovation loans. Yvonne has had a few 
personal setbacks and has had the challenge of training several assistants in 2001 . Her 
current assistant (Rebeca Banlts) seems very commiled to lielping Yvonne increase her 
productivity for year 2002. 



Wells Fargo Home Mortgege/Coqxsrate Trusl/Home Equky Pfemier Perfotmance 
Version 2 • Sett/Service 



Page 3 
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IYMr End Rating 
5-Signiricanlly Above AH Key* Targets 
• Key largats are Ihose most crllicar lo (he periormance of each objective. 




#2 



Objective: 



Targets: 



High Trust Sales & Marketing 



1.) Follow through and Implement the HTSM plan 

2.) Meet with manager to discuss objectives on a regular basis 

3.) Complete Program 



Weight 

30% 

of 100% 



Throughout the Year Feedback and Date(s) Completed" 
Completed Stage One 



Year End Feedback: 



Compleled Stage Two which meets the compaines requirement 



Year End Rating 



3-Mel All and May Have Exceeded Some Key* Targets 
' Key targels are those most ailicat to the perfomiance of each ol>jeciive. 



#3 



Objective: 



I Targets 
1 .) Cus 
2.) Con 
3.) Use 



Meet or Exceed Customer Satisfaction Goals 



I Weight 

10% 

of 100% 



Targets: 

1 .) Customer service rating of 90% on questions 1 & 2 

2.) Continue to attend closings for maximum customer service 

3.) Use HTSM program as it related to customer service 



Throughout the Year Feedback and Date(8) Completed: 

Yvonne works very hard to Insure the loan process runs smoothly. She understands the 
benefits of attending settlements and uses HTSM to increase customer service 



Year End Feedback: 



m Yvonne has a 64.3% on quesiton 1 and 81.82% on quesiton 2. She attends most of her 
m settlements for maximum customer service and also has used same elements of HTSM as it 
H relates to customer service. 

H~Ye 



Year End Rating 

2-Met Some But Not All Key* Targets 



* Key targets are those most critical lo (he performance of each objective. 

#4 Objective: 



I 



Embrace Process Systems & Follow work flow 



Weight 

30% 

of 100% 



Targets: 

1.) Taking a complete loan application/Attention to Detail/Get all docs upfront 

2.) Setting up the loan completely/Complete file label 

3.) Setting the right expectation with all parlies associated with the transaction 



Wells Fargo Home Mortgage/Corporate TnisUHoma Equity Premier Performance 
Vetaion 2 - SelUSen/ke 



Cage 4 



E! 



h'^l 
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4.) Good communication with the Map Center especJaly when there are changes 
If the info is received by the loan officer send it to the mortgage speciaiist 




immediatly. 
5.) Follow the 10 day rule 
6.) Monitor Expiring list 



Throughout the Year Feedback and Oato{s) Comploted: ~~ 

Yvonne is a very seasoned HMC who accomplished the above referenced targets very well. 



Year End Feedback: ' 

Yvonne continues to achieve these targets and Is training her assistant to do accountabilities 



H 5-Sfgnificanliy Above All Key* Targets 
• Key targets aie those most critical to the performwce of each objective. 



as well. 



Year End Rating 



#5 



Objective: 



c 



Targets: 



Througliout the Year Feedback and Oate(s) Completed: 



Year End Feedback; 



Weight 



% 



of 100% 



Year End Rating 
Click to Rata 



• Kay targets are those most critical to the performance of each objeclive. 



#6 



Objective: 




ThFcughout the Year Feedback and Datefa) Completed: 



Year End Feedback: 



Weight 



% 



of 100% 



Year End Rating 
Click to Rate 



• Key targets are those most critical to the performance of each otjjeclive. 



WeHs Fargo Home MartQageKk)rpomla Trust/Home equity Premier Portormance 
Version 2 - Sell/Service 



I'ageS 
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#7 



Objective: 



r 



Targets: 



Throughout the Year Feedback and Date(s) Complated: 



Year End FaedtMck: 



NFIOfiri, 



Weight 



of 100% 



Year End Rattng 
Click to Rale 



• Key largels are those mosi critical to the performance of each objective. 



Premier Performance 

V Teact^ ihe WeUs Fargo Home Mortgage Vision & Key Capabilities 

2. Set Ob/ectives and Targets 

3. Provide Feedback and Coachino 

4. Suinnunse PerforiTWu\ai 

5. Plan toy Development 



13 Year End Summary and Rating 



WEU3 



D Bnd of Cycle: 1. Provide overall view of performance. 

2. Assign year-end raling. 

3. Review year-end summary and rating with Second Level Manager (no 
signature required at ttiis lime). 

4. Allow team member to provide ovarail view of perfonnance. 

Overall View of Parformanca: 

Yvonne seems to be running her business very weH. I feel that her focus In 2002 should lie lo increase 
her number of business partners. Implemtatfon of Stage III of HTSM will benefit Yvonne in 2002. 



■~Yas 



Year End Rating: 

4-Conslstently Above Ail Key* Targets 



* Key objectives are those most critical lo the performance of a job. 



Wells Fargo Horns Mortgage/Corporate Trusl/Home EQuify Premier Performance 
Version 2 ■ Sell/Service 
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Tsam Member Feedback: 




Wells Fargo Home Mortgage/Covorata Trust/Home Equity Premiar Perfomanco 
Version 2 - Sett/Sarvice 
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Mmw 



Premier Performance 

1. Teach Ifw Wells Fargo Home Mortgage Vision S Key Capabiiiiles 

2. Se( Objedlves and Targets 

3. Provide Feedback and Coaching 

4. Smnmanze Performance 

5. Plan im Devetopmeni 



1'Alf.GO 



n Sell/Service Success Profile Feedback 



n Start of Cycto: 1. Click on eilher Ihe sell or service success profile. 

2. Note the checked crlUcal competencies-they are required. Check any additionMl 
competencies you feel are crillcai to this team memiier's Job. 

Middle of Cycle: 3. Provide coaching on competencies during the middle of the perfomiance cycle 
You may provide coaching more frequanlly: e.g. quarteriy. 
I 1 End of Cycle: 4. Provide feedback on competencies sH the end of the performance cycle. 
5. Rate the team member on all checked critical competencies: 

• Not Observed 

• Below Expectations 

• Met Expectations 

• Above Expectations 



Choose 


Role 








8 • 

1'' 


= 1 

si 
1 


Competency 


Feedback 


Rate Each 
Competency 


Q 


D 


Conceptual Thinking 
identifying patterns. connecUons 
and key issues 




Above Expectations 





D 


Knows the Business 
understanding the complexities 
and key factors that Impact the 
business 




Above Expeclalrons 








Leverages Resources 
orchestrating and integrating 
resources (technobgy, time, 
tools, task and people) 




Above Expectations 





O 


Critical Thinking 

assessing, analyzing and problem 

solving 




Above Expectations 





n 


Knows the Process 

applying knowledge of processes 

and systems to get things done 




Above Expectations 



Wetts Fargo Home Mortgage/Corporate Tmsl/Home Equity Pmmier Performance 
Version 2 ■ SeH/Service 
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CO w 

1 


1 


Competancy 


Feedback 


Rate Each 
Competency 


B 


a 


Relationship Savvy 
listening, understanding, 
responding and building 
relationships inside and outside 
the organization 




Met Expectations 


H 


n 


Adaptability 
demonstrating flexibility in 
approach and sUuation. working 
with all types of people and 
changes across the organization 




Met Expectations 


S 


a 


Initiates and Capitalizes on 

Opportunities 

keeping the pipeline full, seeking 

ways to improve and expand 

customer's business 




Met Expectations 


E 


D 


tnflueace and Impact 
the drive to influeflce others 




Met Expectations 


□ 


D 


Information Savvy 
knowing what informatkin to get, 
choosing what Information to use 
and deciding what action to take 




Above Expectations 





D 


Capitalizes on Opportunities 
recognizing sales and service 
possibilities that inciease the 
depth of customer relationships 




Met Expectations 


El 


D 


Tenacity 

the drive to figure ihings out 




Above Expectations 





D 


Leads with Integrity 
demonstrating elhk» and 
integrity, adhering to a core set of 
values during good and 
challenging times 




Above Expeclaitons 


El 


D 


Customer Focus 
knowing and caring about our 
cuslomers-worklng as a team to 
exceed their expectattons 




Above Expectattons 





D 


Takes Accountability 

can be counted on to drive for 

outstanding results 




Above Expectainns 





D 


Diversity 

recognizing the value of not Just 

one, but many ways 




Met Expectations 


D 


D 






Click to Rate 


a 


P 






Clk:k to Rate 


n 


q 




i::ilck to Rate 
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Premier Performance 

1 . Taach lh« Welts Fargo Home Moflgage Vision & Kay Capabililies 

2. Set Obfecbves aix] Targets 

3. Provide Feedback and Coaching 

4. Summarize Performance 

5. t 'Ian tttf DeveloptTie«ii 



n Development Planning 






li 



Sii scv r Is 5'' ''■: p r 



1 



n End of Cycle: 1. Based on feedback in ihis document. JdenUfy 1-3 development needs. Al 
least one development need must be related to a sell/service critical 
competency from the success profile. 

2. Idenlify strategies for development; e.g. completing a special project, going 
to a semrnar. building a mentor relationship. 

3. Determine how you will measure team member progress for each 
development need. 

4. Devetopmenl needs identified below will become targets for the individual 
development in the next cycle's Key Business Objectiv<;s and Taroets 
section. 

5. Complete Premier Performance process by obtaining appropriate signatures. 



Development Need 1 



Strategies for Development: 



Measurement: 



Deveiopment Need 2 



Strategies for Development: 



Measurement: 



Development Need 3 



Strategies for Development: 



Measurement: 



Wells Fargo Home Mortgago/Coiporale Trvsl/Home Equity Ptemier Pertomance 
Version 2 ■ SeU/Senrice 
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n OncB all parts ara completed, print for signatures and submission. 

Manaaer Signature: /S/ ^X A j^A' pate: 3 /^ ?/> -^ 



COIffffiwTisf ■ 



Type Name Here: Sieve Harper 

Type Phone Number Here: 301-474-8181 



f%^ 



_i^^^#_0.:_4!^ 



Second Level Manager SIflnalure: ~ K ^/*^ /I4^^^^^ Date- ^ f /ff tfl 

Type Name Here: Leo P. Nalali ' 

SjctSJS an?;:^::Li"Str^^^ "'""™"*' ""* '^"■^ ""^nowledg.. that your performance has been 

Team Member Signature: "l^^y^^^.^, ^ y&,^ Z ,^ Date: 3 - !^ 9 -0 Jl 

Type Name Here: Yvonne Gipson 



D End of Form 



JVete Fmgo Home MaigageJCoiporale TrusVHome Equity Premiar Periomamo p^r,^ ^i 
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Wells Fargo 

Mortgage and Home 
Equity 







V ■:■■-..::■;/■ 



Achieving Maximum 
Performaiice(AMP) 



NAME: Yvonne Gipson 



Job Titie: Home Mortgage Consultant 



PART I. OBJECTIVES AND RFsnr tc 



Performance Year: 2000 



I] 



= »Sc-^lS^.^^SSSS^'J!'$SS3"»"" >'-'■ "-'- '-*« 



Identify Progress Review Datef.), at least one at mid-year. Pater.) : 



Objective: Meet or Exceed loan origination volume goals basded on Chunk Down 
Accountabilities: 



process 



1.) Close 12,000,000 in production for year 2001 
2.^ Price loans to make a profit 
3.) Use cross sell opportunities 



On-Target 

Performance 

Measures: 



Actual 
Performance: 



Perf 
Weight 

30 



Appraisal: 

^^^tp^-prd^'^ll^^ io^- Yvonne has done a good job in marketing 

which should be very profitable for herself and VV^HMi^^nmv"^ ^^^ of potential in doing Renovation business 
over 2000's figures. ^T^e reason for thYs is bwause^fSJ; Si r^fY^^'T' P*"""?; Production should increase 
have providelfor her and because of the relatShfps Y^^^^^^ f*"- ••«'^' *»>« «»'*tant we 



Rating OT - Met All and May Have Exceeded Some Targets 



AUG 3 2001 
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Wells Fargo 

Mortgage and Home 
Equity 



N,^ " y 



Objective: High Trust Sales & Marketing 
Accountabilities: 

1.) Follow through and implement the HTSM plan 

2.) Meet with manager to discuss objectives on a 
regular basis. 

3.) Complete Program 
Appraisal: N/A2000 






^Ij^ Achieving Maximum 



Performance(AMP) 



On-Target 

Performance 

Measures: 



Actual 
Performance: 




Rating 
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Wells Fargo ^ Achieving Maximum 

Mortgage and Home ^]VPr Performailce(AMP) 



Objective: Meet or Exceed Customer Satisfaction Goals 

Accountabilities: On-Target Actual 

Performance Performance: 

1 .) Customer Service rating of 90% on question 1 «& 2 

2.) Continue to attend closings for maximum customer 
service 

3). Use HTSM program as it related to customer 
service 

Appraisal: 

Yvonne works very hard to insure that her closings run smoothly. She attends closings when she can and will 
beneiit from the HTSM program. 




Rating AT - Consistently Above Targets 
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Wells Fargo ^^ Achieving Maximum 




Mortgage and Home ^ivm Perfbrmanee{AMP) 

Equity 



Measures: 



Objective: Embrace Process Systems and Follow Work Flow 

Accountabilities: On-Target Actual 

Performance Performance: 

1.) Taking a complete loan application / Attention to 
Detail /Get all documents upfront. 

2.) Setting up tbe loan completely / Complete file label. 

3.) Setting tbe right expection with all parties associated 
with the transaction. 

4.) Good communication with the Map Center 
especially when there are changes. If the info is 
received by the loan officer, send to the mortgage 
specialist immediately. 

5.) 80% 1st Time approvals either through the LP 
ilatform or through conventional underwritin], 
ilatform (submit loan the best way you can the 




6.) Following the 10 day rule. 
7.) Monitor Expiring List. 

Appraisal: 

Yvonne is a very seasoned loan officer. Special attention should be made to good communication with the map 
center. This is critical since Yvonne is working in a desk rental situation. 



Rating 
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Wells Fargo 

Mortgage and Home 
Equity 




Achieving Maximum 
Performance(AMP) 


■■ 1 If lA 




Objective: 
Accountabilities: 

Appraisal: 




On-Target Actual 
Performance Performance: 
Measures: 


Perf 
Weight 




Rating 



Total Perfoi-mance Weight for all Objectives must equal 100. 
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Wells Fargo ^^ Achieving Maximum 

Mortgage and Home jiW^ Performance(AMP) 

Equity 



PROGRESS REVIEW / MTO YEAR SUMMARY 
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Umi 



Wells Fargo ^^ Achieving Maximum 

Mortgage and Home ^JV^ Performance(AMP) 



SUMMARY YEAR END 



Yvomie has had a few personal set backs which has caused her production for 2000 to be not where she would like I feel that Yvonne 
has the ability to increase her production significantly in 2001 . Maintaining a good working relationship with the map center and 
implementing the HTSM program are a must in order for her volume to increase in 200 1 . 



PART II. APPRAISAL RATING: Select one 



Rating 

3 OT - Met All and May Have Exceeded Some Targets 
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Wells Fargo ^^ Achieving Maximum 



Mortgage and Home 0^ Performailce(AMP) 



PART III. TEAM MEMBER COMMENTS 



WF 001617 




il iLa 
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FMTIitl 



Wells Fargo 

Mortgage and Home 
Equity 




Achieving Maximum 
Performance(AMP) 



PART IV. SUMMARY 



Name: Yvonne Gtpson 



Job Title; Home Mortgage Consultant 



Performance Year: 2000 



Employee #: 20228S 



Entity: Mortgage 



Midyear/Progress Review Dates: 



Appraisal Rating; Select one 



Rating 

3 OT - Met All and May Have Exceeded Some Targets 



Merit Increase Recommendation 



Current Salary 


$0.00 


New Midpoint 


$0.00 


Effective Date 


3/1/2001 


New Compa - Ratio (Before Increase) 


0.00 


% Increase 


0.00 


$ Increase 


$0.00 


New Salary 


$0.00 



Signatures 



Manager Signature; 

Name (Type name here): Steve Harper 
Second Level Manager Signature: 




Date: 



. 3/cM 



Date: 



Name (Type name here): Leo P. N^tali 

This evaluation of performance against objectives has been reviewed with the team member. 



Team Member Signamre: 



Date: 



Name (Type name here): Yvonne flip.son 



To ensure accurate anri timely AMP processing; 

a Obtain team member and appropriate levels of managerial signatures on a hard copy of the AMP form 

a Retain a copy of the entire AMP fom in each team member's supervisor file. AUG 3 2001 

Q Attach all onginal, signed hard copies of the entire AMP to the AMP Submission Worksheet. 

a Forward the AMP Submission Worksheet along with all your team members' entire AMPs to: AMP Administrator, MAC X2403- 

Q All AMPs must be received by the AMP Administrator by 2/9/01 in order for increases to be reflected on the 3/15/01 payroll. 
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Mortgage i& fiffme 
Equity Group 





ni i li\ 



X 




JA-^---^ 



Achieving Maximum 
Performance(AMP) 



NAME: Yvonne Gipson 



Job litle: Sales Rep 



PART 1. OB.TFXTIVES ANn RFSTTT ts 



I be accomplished duiini; (he course ofthe 
e couisc ol ihe year nncf assess resuhs at v 



identify Progress Review Date(s ), at least one at mid-year. Paters) ; n/a 
Objective: Own Tlie Streets 



Accountabilities: 



1.) Increase purchase business witii Realtors, Builders 
and previous customers through a systematic 
marketing plan. " j 

2,) Use existing list of working agents and past customers 

1 ^ l^lT^'^^n. *'""'<^^ '^"*' "«w business opportunities. 
3.) Start calling on targeting builders, non-profit 
organization. *^ 



Appraisal: 



On-Target 

Performance 

Measures: 



Performance Year: 1999 



ear. Review perfbnnance 



Actual 
Performance: 



Perf 

Weight 

50 



S=S«I^«-"--^^^^^^^^ 



increase her 



Rating OT - Met All and May Have Exceeded Some Targets 



mB 2 3 Wi3: 
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Hoi 



Mortgage & H^ne 
Equity Group 







/•* 



Achieving Maximum 
Performance(AMP) 



Objective: Win Witli Every Customer 



Accountabilities: 



1.) Customer service rating of 90% on survey question 

2.) Continue to attend as many settlements as possible 
to mcrease customer satisfaction. 



Appraisal: 



On-Target 

Performance 

Measures: 



Actual 
Performance: 




£raSr,^'r,^'rKrii?ja;„Tr!:i^r^^^^^^^^^^ 



Rating SAT - Significantly Above Targets 
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Mortgage & Home 7^ A^hiSving Maximum 



Equity Group ij^^ Performance(AMP) 



Objective: Find a Better Way 

Accountabilities: r»„ x„-„»* 

On-Target Actual 

Performance Performance: 

1.) Submit all files to the Ready Team for quick Measures: 

decisiooing. 
2.) Analyze borrowers qualifications to refer them to 

the proper loan program. 



Perf 
Weight 

10 



Appraisal 

alizes the benefits to si 

appropriate loan program. 



ssr;!^.?r%^'^fsr.tt'„i,te^^^ 



Rating AT - Consistently Above Targets 
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Mortgage & Hoi 



ome 



Equity Group 




ge Jii^ OT csy 

Imimwi 



A 



Achieving Maximum 
Performance(AMP) 



Objective: Make Money 



Accountabilities: 



1.) 8,000,000 in closed volume. 

2.) Monitor pricing strategies to insure profitabUity. 

3.) Increase 503k, bacc &lloine Equity'business lines. 

Appraisal: 



On-Target 

Performance 

Measures: 



Actual 
Performance: 



Perf 
Weight 

30 



sources and with good to. mSSa^lieoFSlSll Y™"m clI,"eSiS ,hfe^B°oi^^^ tacreasmg eh. number of r.ferr.1 



Rating AT - Consistently Above Targets 
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Mortgage & fiSme ^ 
Equity Group (^ 



!1L 




%'i 



Achieving Maximum 
Performance(AMP) 



Objective: 
Accountabilities: 

Appraisal: 



On-Target 

Performance 

Measures: 



Rating 



Total Perfoniiancc Wei«lU for all Objectives must equal 100. 



Actual 
Performance: 
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-. m w ^_m _1 

Mortgage & Home /^ Achieving Maximum 
Equity Group \M^ Perfbrmance(AMP) 



PROGRESS REVIEW / MTD YEAR SUMMARV 
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mi 




Mortgage & Home ~^^ Achieving Maximum 



Equity Group [^^ Perfbrmance(AMP) 



SUMMARY ^A» END 



a'dSnil'biJS i,°s yS " '°"''^^ ""^""^ "°"P^°^" orgamzations. church groups etc. I feel her hard work will payoff in 



PART II. APPRAISAL RATING; Select one 



Rating 

4 AT - Consistently Above Targets 
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Mortgage & 
Equity Group 



Hmne 



i' < 




K/^ 



NAME: Yvonne Gipson 



PART III. Development Feedback / Planning 



detail Sales Representative Competencies 



Competency Assessment 

(see AMP Participant 
Workbook for definitions) 



Self-Confidence 



Drive For Results 



Integrity 



Industry Awareness 



Initiative 



AnalyficaJ Thinking 



Conceptual Thinking 



People Savvy 



Referral Relationship 
iVfanagement 



Impact & Influence 



Borrower Satisfaction Orientation 



Rating 



S - Strength 



S - Strength 



S - Strength 



AS - At Standard 



S - Strength 



S - Strength 



S - Strength 



S - Strength 



TS -Towering Strength 



S - Strength 



TS -Towering Strength 




n 



Achieving Maximum 
Performance(AMP) 



U>t^l\J !i Lj ■'■u 



Job TitJe: Sales Rep_. . 



Performance Year: 1999 



Behavioral Examples 
(Strengths and development opportunities) 
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Mortgage & Home 
Equity Group 



Development Strategy 1 

Competency: 

Objective: 

Tactics 

Access to Role Model 

Self-Study 

Project Team Participation 

Cross-Functional Project 

Direct Customer Contact 

Training: Date:_. 

Type: " 

Create Your Own Options: 




Achieving Maximum 
^M^ Performance(AMP) 



Development Strategy 2 

Competency: 

Objective: 

Tactics 

Access to Role Model 

Self-Study 

Project Team Participation 

Cross-Functional Project 

Direct Customer Contact 

Training: Date:_. 

Type:...'.'.' 
Create Your Own Options: 



fSfXeTJ^iSeds )°'''"^"* Strategy: (Use this space to summarize overall development needs and strategies to 
SvelopS p?ans f^ '^^^^^'' "^^ ^his space to identify people this manager has developed and their future 
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iSi 



Mortgage & Home /^ Achieving Maximum 



COiFIDENTIilL 



Equity Group iA5ff Perfbrmance(AMP) 



PART IV. TEAM MEMBER COMMENTS 
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Mijfvtgage & Wme 
Equity Group 





Achieving Maximum 
Performance(AMP) 



tim 



PART V. SUMMARY 

Name: Yvonne Gipson 



Job Title: Sales Rep 



Performance Year: 1999 



Employee #: 202285 



EDtity & Business Unit: Mortgage - Consamer Lending 



Mldyear/Progrest Review Dates: n/a 



_. 



Appraisal Rating; Select one 



Rating 

4 AT - Consistently Above Targets 



Merit Increase Recommendation 



Current Salary 



New Midpoint 



Effective Date 



$0.00 



$0.00 



New Compa - Ratio (Before Increase) 



% Increase 



$ Increase 



New Salary 



3/1/2000 



0.00 



0.00 



$0.00 



$0.00 



Signatures 



Manager Signature: 
Name (Type name here) 
Second Level Manager Signature 



: Steve Harp^f/ ^ N . 



Date: Ql2.lll3^t>^ 



s^y 




Date: 



Name (Type name here): Leo Natali 

This evaluation of performance against objectives has been reviewed with the team member. 



Ahxlj^ 



Team Member Signature: 

Name (Type name here): Wonne nip snn 




li=:^i5=dL. 



Date: 



c^-^l- o 



To ensure accurate and timely AMP processing: ' ' ' ~ 

♦ Obtain team member and appropriate levels of managerial signatures on a hard copy of the AMP fom 

♦ Retam a copy of the entire AMP form in each team member's supervisor file. 

♦ Attach all original, signed hard copies of the enUre AMP to the AMP Submission Spreadsheet 

♦ Forward the AMP Submission Worksheet along widi all your team members' entire AMPs to: AMP Administrator. MAC 



X2403- 



* ^rf'^?rl!^l'' "i™^^'^'^^^^ ^ ADMINISTRATOR BY 2/11/2000 IN ORDER FOR INCREASES TO BE 



REFLECTED ON THE 3/15/00 PAYROLL. 



WF 001629 



